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interesting CONTEST 
, GETS UNDER WAY 

Novel Contest Announced for No¬ 
vember Among Branches 


A contest that wi^H^erK; 1*0 
prove to be one of the most interest¬ 
ing we have ever held—and ojifotCjg 
bring forth the hottest c^p^linoTM- 
was announced to the branches during 
the first week of Nov^gi^i v tt|U 
Previous contests have all placed 
the burden upon an individual branch 
of defeating a large number of op¬ 
ponents. Where a man was battling 
against the entire Royal Organiza¬ 
tion, this was a prodigious task. 

On account of the inequality in 
size and strength of the offices, handi¬ 
caps or quotas were used to make the 
opposition more equal, but these al¬ 
ways detract in a measure from the 
interest in such a contest. 

From time to time, ambitious man¬ 
agers have asked us to put on in¬ 
dividual contests. They have sug¬ 
gested opponents of fairly even 
strength—and have asked to be pitted 
"against such opponent's on an equal 
footing, disregarding quotas, handi¬ 
caps or any attempt to even up in¬ 
equalities. 

The contest which is now on the 
boards takes its root from these sug¬ 
gestions. The officials have matched 
all of the offices in side contests, each 
one pitted against an opponent of 
equal strength—working a territory 
about the same size—under as nearly 
the same conditions as possible. 

Quotas are disregarded. The pairs 
are fighting it out on a basis of sale 
for sale—a fair field and no favorites. 

Many managers have been anxious 
to try out their mettle against other 
managers working under similar con¬ 
ditions. This contest gives the op¬ 
portunity and puts the task of beat¬ 
ing an opponent of equal weight and 
Power up to each and every manager 
and his staff of salesmen. 

We admire the keen spirit of com¬ 
petition which the Royal sales organi¬ 
zation has always displayed—the de¬ 
sire of each manager to prove that he 
is the best in his class. The Royal 
Typewriter cannot help make rapid 
Progress with each man and manager 
°n his toes to bring his office to the 
front. 

A glance at the line-up in some of 
tbe contests will be interesting to 
Royal Standard readers. St. Louis 
fights Pittsburgh — Chicago fights 
Boston. Here are two contests that 
will bring forth plenty of smoke and 
flying fur. 

Minneapolis engages Milwaukee, 
R&nsaH City mixes it with Cincinnati, 
Louisville with Rochester, San Fran- 
( > sc ° with Los Angeles, and Hartford 
"utb buffalo. Oh, boy—can’t you 
K meli the smoke. All the way down 
e line the offices are just as equally 
itched and the contests just as good. 

4 We refuse to hazard our reputation 
on the choice of any winners for No- 
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STANDARD TIME INDICATED ON THIS MESSAGE. 


WHY I BOUGHT A 

ROYAL TYPEWRITER? 

A Customer Answers the 
Question 


Q IJ9 NYSY 21 5 NIGHTLETTER 
SD NEWYORK NY NOV 5 1921s 

GEO E SMITH PREST 

ROYAL TYPEWRITER CO 51 6 BWAY NYC 

WE NOW MAKE A BUSINESS FORECAST AND 
PREDICT A PERIOD OF PROSPERITY THAT WILL COMPARE FAVORABLY WITH ANY 
PREVIOUS TRADE EXPANSION ERA FARMERS HAVE HAD AN INCREASE IN 

PURCHASING POWER ESTIMATED AT A BILLION DOLLARS ANNUALLY 
'REPARATION SETTLEMENT OPENS UP'T0RFi2M TRADE TO AMERICAN INDUSTRY 
THERE IS ABUNDANCE OF INVESTMENT CAPITAL AND MORE THAN ONE HUNDRED 
MILLION DOLLARS WORTH OF NEW BONDS A WEEK HAVE BEEN SOLD DURING 
NINETEEN TWENTY FOUR EBBING TIDE OF GOLD SHIPMENTS TO THE 
UNITEDSTATES ARE INDICATED IN THE CURRENT REVIEW OF FEDERAL RESERVE 
BANK AND OUR WONDERFUL FEDERAL RESERVE SYSTEM STANDS AS A CHECK TO 
INFLATION AND SPECULATION RECENT CAR LOADING STATEMENTS SHOW 

LARGEST TOTAL ON RECORD AND TELL A STORY OF BUSINESS ACTIVITY AND 
HIGH EFFICIENCY OF RAILROADS BANK CLEARINGS AND EMPLOYMENT ALSO 
SHOW INCREASES CERTAINLY THIS IS THE TIME TO EXPAND YOUR 

BUSINESS PROGRAM 

THE LITERARY DIGEST 


Permission of Literary Digest 


vember. The contestants are too well 
matched— and when we are inclined 
to pick a probable winner, we remem¬ 
ber ruefully the debacle of the “ex¬ 
perts” in last Saturday’s Harvard- 
Princeton game and wisely keep silent 
-letting the sales reports tell then- 
own story. 

October Sets Fast Pace 

The month of October throughout 
the entire organization showed up m 
fine shape— and in some divisions, all 
past records were smashed. 

The big laurel wreath for the month 
goes to our hustling English agents, 
The Visible Writing Machine Com¬ 


pany, Ltd. More Royal Typewriters 
were sold in the Bricish Isles in Oc¬ 
tober than in any previous month in 
history. 

Among the branches, there are sev¬ 
eral offices that deserve great praise. 
Little Rock led the Fighting Fourteen 


\\> liltvc i* t rt * a * * n *tojrc for 
‘•Hoynl Stmulurd” renders in the 
December number. Iloth or our 
Mjllg September Contest” winners 
have written ns how they did it 
mid their nrtieles Mill upueur In 
the coniintP Issue. 


and the entire organization. The new 

manager there is going great guns. 
Washington and Cincinnati are also 
continuing the rapid pace they have 
set themselves—and both finished Oc¬ 
tober well above quota. 

Yet October, for all its fine records, 
is but a stepping stone. The country 
is entering upon a period of pros¬ 
perity that is unprecedented in his¬ 
tory. The Royal Typewriter will get 
its share of this prosperity—and more 
than a share—for we have the product 
and the organization to lead the pros¬ 
perity procession. The part you are 
playing means much to us. Hold 
YOUR line for the Royal. 


The question you have asked me 
seems like the heading of an article 
in an uplift magazine such as “How 
I Made My First Thousand” or “Why 
I Do Not Use Tobacco.” My business 
is selling. My line consists of articles 
for which I must create a demand. 
They are like olives and the opera— 
an acquired taste. My letters have 
enough of a burden to carry without 
having to apologize for untidy ap¬ 
pearance, so I had a Royal Typewriter 
put in the Office on trial on the as¬ 
sumption that it would improve the 
appearance of my letters—help theii 
sales-getting results. 

At least I wanted to try out that 
theory before I bought a new ma¬ 
chine. My stenographer was doing 
some work on the new Royal a day 
or two later when a gentleman who 
controlled a very important account 
called at my office. The account it¬ 
self would not only equal one half of 
the total business I was doing but its 
prestige and influence would mean a 
great deal to me. The conversation 
in regard to the lines lagged a bit 
when Mr. .Iordan, the big concern’s 
department head, glancing casually 
around the room chanced to see the 
new Royal Typewriter, with its glass 
sides, soft silver nickeling and highly 
polished enamel. He gazed at it so 
long that I myself commenced to ad¬ 
mire its symmetry and beauty of line, 
wondering all the while what Mr. Jor¬ 
dan found so interesting in the new 
typewriter. 

At last he turned to me and said— 
“Mr. Crawford, I am quite convinced 
that it is possible to add beauty to 
utility—that gracefulness and sym¬ 
metry are more apt to reflect efficiency 
than awkwardness and crudity. There 
is gracefulness and reserve in the 
lines of a higher class automobile 
which is not possessed by the more 
crudely built cars and beauty of line 
may properly be looked upon as aiding 
rather than detracting from per¬ 
formance. 

“You have been talking to me about 
your goods on the basis of the pub¬ 
lic’s willingness to accept refinement 
and pay a little in addition for quality 
reflected in appearance, but I was 
afraid that the idea of efficiency might 
be lost sight of and so hesitated to 
allow the argument of beauty sell 
an article where only results are ex¬ 
pected to count. While I was weigh¬ 
ing your proposition I noticed that 
Royal Typewriter and a moment’s 
consideration convinced me that a 
finely built article should reflect qual¬ 
ity in its appearance and if it does 
not, one has the right to challenge its 
quality of performance.” 

Mr. Jordan bought my line and l 
bought a Royal Typewriter. That’s 
all there is to it. 
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THE ROYAL STANDARD 


THE MOST MODERN WRITING MACHINE 

TYPES THE MOST ANCIENT SCRIPT 


MR. ANDERSON VISITS NEW 
YORK 


Pacific Coast Dealer Makes Long 
Trip 

We had a very 
interesting visitor 
in the New York 
Office during the 
month of October. 
He was Mr. C. E. 
Anderson who 
handles the Royal 
Type writer in 
Southern Califor¬ 
nia. It is very 
rarely that we 
have the pleasure 
of seeing Mr. An¬ 
derson because it 
b necessary for him to come such a 
great distance to visit Royal Head¬ 
quarters, and while he was here your 
Editor had an opportunity to talk 
with him and get some little ideas 
which will surely be interesting to 
“Royal Standard” readers. 

Mr. Anderson may rightfully be 
called a successful Royal Typewriter 
Dealer as a result of his work with 
the Royal in the country of oranges 
and raisins and our first question to 
him was naturally, “How do you do 
it?” Mr. Anderson’s reply is typical 
of his energy and ability which have 
built up for him one of the finest type¬ 
writer establishments on the Pacific 
Coast. 

“I am firmly convinced that the 
Royal Typewriter itself is responsible 
in large measure for its success in 
my territory. When a man has a good 
product to handle, like the Royal 
Typewriter, it is a pleasure to go out 
and show it to people. We are just 
commencing to realize the big field 
there is for the Royal and going after 
it hammer and tongs. Our represen¬ 
tation in schools has been greatly in¬ 
creased and together with the instal¬ 
lation of the Royal in most of the big 
business institutions we are making 
great strides. 

Our men devote half of each day 
to systematic canvassing both in 
the cities and out in the country and 
the balance of the day, where possible, 
to a demonstration and closing. Every 
morning we canvass, canvass, can¬ 
vass, and as in all specialty lines it 
is this systematic effort to get new 
business which has resulted in our 
great progress.” 

When you consider the extensive 
territory which Mr. Anderson covers’ 
through his two stores and two offices 
and the difficulty of conducting a can¬ 
vass here, you must realize with what 
even greater results canvassing will 
be followed in the more densely popu¬ 
lated cities. Mr. Anderson went on 
to say— 

“SERVICE is the keynote of our 
success in California. Lots of people 
talk service but giving real service is 
an entirely different thing. When a 
company or a man GIVES service, in¬ 
creased business cannot help but come. 
We make it our business to give every 
user, small or large, the benefit of all 
facilities which we have. When a re¬ 
pair call comes in, an automatic check¬ 
up system insures its being taken care 
of within half an hour if there is a 
man in the shop. We are organized in 
such a way and so completely that we 
arc able to give Royal customers bet¬ 
ter service than anyone else can give 
them and this one thing has accounted 
for more business, both new and re¬ 
peat, than anything else I could have 
done. Where a company gives real 
service its own customers become its 
salesmen for they pass on the word 
to their friends and associates and the 
good reputation spreads very quickly. 


The letter shown below may be a 
trifle hard for some of our readers to 
decipher and consequently we are 
pleased to give a translation. 

These little lines of hieroglyphics 
represent a very important step in the 
history of the company and the open¬ 
ing of a market which has long been 
closed to typewriters. A problem pre¬ 
sented itself in the writing of Arabic 
and Hebrew which could not be solved 
with the ordinary typewriter. 


“My advice to every dealer is to lean 
heavily on the service end of his 
business, both as to sales and repairs, 
and with the fine product which Royal 
Dealers are now enabled to sell, busi¬ 
ness will naturally increase and bring 
in real profits.” 


The Last Outpost 

The Royal has found its way all 
around the world. There is not a 
place on the globe where Royal Serv¬ 
ice and Royal Salesmen are not at the 
immediate call of a prospect. 

This little picture shows the Royal 
typewriter at the Southernmost point 
of the United States. The gentleman 
standing so confidently above it is 
Mr. E. C. Phillips, a Machine-A-Day 
salesman in our San Antonio office. 


If you read this letter you must 
begin at the right and read toward 
the left, consequently a typewriter to 
write it must have its carnage run 
just the opposite to that of the or¬ 
dinary typewriter. 

This problem has been solved by 
Royal engineers and we are proud to 
reproduce the first letter written on 
this new stepping stone in Royal type¬ 
writer progress—the reverse carriage 
machine. 


You men who are always in the city 
canvassing office buildings sometimes 



do not realize what it means to make 
a success in a territory where most 
of the population consists of cactus 
arid sand. This is Mr. Phillips’ prob¬ 
lem, and he has overcome it, accord¬ 
ing to latest reports, in great shape. 


CAN YOU BEAT THIS 
RECORD? 


Buckeridge, in Merrie England, Shows 
U. S. Boys Some Speed 

We take a lot 
of pride in intro¬ 
ducing to Royal 
Standard read¬ 
ers Mr. H. W. D. 
Buckeridge, who 
sells Royal 
Typewriters for 
our hustling 
English agents, 
The Visible 
Writing Ma¬ 
chine Company, 
Ltd. 

We claim for Mr. Buckeridge the all- 
around, catch-as-catch-can, Machine- 
A-Day Club speed championship. Let 
him who would dispute it come for¬ 
ward and do better. 

All along, Mr. Buckeridge has been 
a steady repeater in the club, with no 
special forte which would place him 
upon a pedestal above the rest of this 
select group. But it was October he 
chose for his startling record. 

A new month started at nine o’clock 
in the morning of October first. At 
ten-thirty he had already repeated his 
Machine-A-Day record, with over fifty 
machines sold. What do you think of 
that—an hour and a half gone, and 
already a Repeater with twice the 
number of machines he needed. 

Not content with this record, Mr. 
Buckeridge secured another order for 
ten machines on the sixth day of Octo¬ 
ber—and this order alone was better 
than a machine a day for the time 
elapsed. 

All of which, you will agree, is well 
worth talking about. Our English 
brother, who is proving himself “one 
of the most capable and successful 
typewriter salesmen in my experience” 
in the words of Mr. Morgan, his Man¬ 
aging Director, has set a mark for 
us to shoot at. 

His record stands—AN M. A. D. 
REPEAT IN AN HOUR AND A 
HALF. There’s a challenge for you. 
Can you equal it? 


Mr. Wallach Resigns 

Mr. H. S. Wallach, who for the past 
two years has been South American 
Sales Director for the Royal type¬ 
writer, has resigned his position with 
our company because of illness. 

During the time that he has been 
connected with us, Mr. Wallach was 
actively engaged in sales development 
work among the Royal dealers in the 
Latin American countries. The news 
of his resignation will be received 
with regret by his many friends and 
we all take this occasion to wish Mr. 
Wallach a complete and speedy re¬ 
covery. _ 

In a Line or Two 


A product good enough for today 
may not be good enough for to¬ 
morrow. 

Royal always has built with the 
future vividly in mind. 

You are using Royal's “tomorrow 
machine” today; when tomorrow ar¬ 
rives, Royal will supply you with the 
day after tomorrow product. 

Royal has been and is the pace¬ 
maker in the typewriter industry. You 
know what a pacemaker does. He 
leads. 

Royal is the typewriter of stamina 
—power of endurance—leadership. 

Dig into the Royal. Try out its 
special features, yourself. That is 
the way to know a thing. TRY IT 
YOURSELF. 

Royal never rests! 




FACTORY 

ROYAL TYPEWRITER COMPANY, Inc. 

NEW PARK AVENUE 
HARTFORD, CONN. 
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(Translation) 

The Standard Stationery Co., 

11. Y. & W. A. Said, 

Z7 Sliareh 101 Mniuieli 
Cairo, Egnit. 

Gentlemen:— 

In addressing: this communication to you, we are lifting our tlrst 
model of the Royal Typewriter with Reverse Carriage, equipped with 
Arable Type, which we hope will meet with your most hearty approval. 

In producing these Arabic Type Characters, we have used the best 
information which it has been possible for us to obtain In tills country, 
as to the formation and position of tills Type mid its practical use on 
the typewriter. If. however, when you receive this machine and have 
tried writing with it, you should tlnd any Inaccuracies In the Type 
formation, or tlielr relative position in the alignment, we would most 
giadl> welcome nil criticisms or suggestions which you might otter, and 
will endeavor to correct our Type to the required needs of your 
country. 

It Is the wish of the Royal Typewriter Co. to furnish your country 
with a typewriter not only of the highest mechanical qualities hut ulso 
witii a Keyboard which is correct in its formation of the characters and 
most convenient in their practical use. 

Awaiting your most favorable reply and comments. 




CONTEST FOR SEPTEMBER 


Division No. 1 


Atlanta Leads 

Our Atlanta Service Department 
can now claim the distinction of hav¬ 
ing earned their way to first place 
with Mr. Pittard at its head. Atlanta 
made this position with a high aver¬ 
age and then some for September. To 
have attained this percentage every 
man must have worked with a will 
to win. 

The St. Louis Service Department 
deserves praise for the manner in 
which they have fought for first place 
during the nine months of 1924. Every 
man is working hard for Mr. Appel, 
Foreman, who very capably led his 
department into second place for 
September. 

Another consistent Service Depart¬ 
ment still near the top is the Balti¬ 
more office who earned third place. 
This branch is always striving to 
reach the highest peak. Three months 
to go, Mr. Hartan, and plenty of room 
for a determined foreman. 

Below is a list showing the respec¬ 
tive standing of each Department: 

1— Atlanta 7* 11—Minneapolis 7* 

2— St. Louis 9* 12—Cleveland 7* 

3— Baltimore 7* 13—Indianapolis 4* 

4— Kansas City G* 14—Hartford 3* 

5— Chicago 9* —Louisville 4* 

6— Pittsburgh 6* 15—Los Angeles 1* 

7— Detroit 9* —Buffalo 6* 

S—Boston 9* 16—New York 1* 

9—New Orleans 4* 17—Dallas 3* 

—Philadelphia G* IS—Cincinnati 1* 

10—Washington 9* 19—San Francisco 
20—Portland. O. 1* 


Division No. 2 


Dayton Wins 


Mr. Wisener, Foreman of our Day- 
ton Service Department, has carried 
off first honors for the month of Sep¬ 
tember. Dayton is always to be con¬ 
sidered as a probable candidate for 
first honors. You had a hard fight and 
we congratulate you, Mr. Wisener. 

Harrisburg can always be found up 
among the first ten leaders each 
month. During September Mr. Bentz, 
Foreman, managed to make second 
place. A good piece of work and well 
done. 

Foreman Anderson of Bridgeport 
adds another star to his record. Dur¬ 
ing 1923 he received twelve stars and 
this year he has continued his good 
record with nine. Not satisfied with 
his usual star Mr. Anderson climbed 
to third place for September. Fine 
work. 


Below is a list showing the respec¬ 
tive standing of each Department: 


1— Dayton 4* 

2— Harrisburg 7" 

3— Bridgeport 9* 

4— Richmond 2* 

5— Omaha 9* 

G—Youngstown 3* 

7— Davenport 2* 

8— Evansville 2* 
—Newark 3* 


22— Oakland 3* 

—San Antonio 2‘ 

23— Columbus 2* 

2 |—Birmingham 

—Little Rock 
—Erie 1* 

25— Ft. Wayne 3 

26— Portland, 

Me. 4 • 


9—New Haven 2* 
—Denver 5* 

10— Springfield, 
Mass. 7* 

11— Toledo 3* 

12— Ft. Worth 8* 

13— St. Paul 5* 

14— Milwaukee 

15— Ak ron 

16— Albany l* 

17— Bangor 4* 

18— Seattle 

19— Fresno 

20— Waco \* 

21— Rockford 
—Providence 1* 


Houston 
South Bend11 
Worcester - 
Scranton 5 
;rand Rapid* ~ t 

Jacksonville - 
Springfield, O. 

>es Moines 3 
Duluth 
tYichita tall-* 
demphis 2 
Rochester 


INCREASE NETS— 
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THE ROYAL STANDARD 


ROBERT C. CHIDSEY 


Royal Young Men’s Club 


ROYAL TYPE BARS 




It’s a fine thing in any organization 
to have a man, experienced in its re¬ 
quirements, capable of having re¬ 
ferred to him all outside troubles and 

complaints on the 


product, also to 
have them thor¬ 
oughly checked 
up, remedies ap¬ 
plied with the 
least amount of 
friction, and 
methods installed 
to prevent a repe¬ 
tition of the same 
complaints. Such 
work as this re¬ 
quires a man of 
infinite patience, 
good analytical 
ability, tact and 
long manufactur¬ 
ing experience. 

Such a man 
acts as a repre¬ 
sentative of the 

producer and the buyer; he nat¬ 
urally aims to give service to 
the man who has purchased our prod¬ 
uct, and who, due to the carelessness 
of employees or improper control, 
suffers to the extent that the machine 
is unable to function or perform the 
duty for which it was purchased. 
Such a man also brings to the men 
who help produce the goods, a fund 
of information as to what the user 
does with the product and what is 
wanted in his particular work. 

The factory executives have made 
it a point that “the customer is al¬ 
ways right,” as he makes it possible 
by his buying from us for the plant 
to exist and produce. 

Mr. Robert Chidsey was the man 
selected and promoted for this work, 
and we want you to see him; that is 
why his picture is placed in the 
“Standard.” He represents the user 
in a very satisfactory way. Per 
sistent in his endeavors to clear the 
way for proper understandings of the 
users’ requirements, he has earned the 
confidence of the Service Department 
at New York, and the men at the fac¬ 
tory. He is highly regarded for his 
ability and character, enjoying the 
confidence of those coming in contact 
with him. He is the Doctor, trying 
day in, day out to cure typewriter 
complaints, and, carefully diagnosing 
the conditions and causes, he offers a 
cure in most cases. 

Mr. Chidsey has been connected 


with the factory since 1908. His boy¬ 
hood days, around seventeen years of 
age, saw him procuring a mechanical 
education by serving as an apprentice 
with Eddy Mfg. 
Company, Wind¬ 
sor, Conn. Later 
he took a course 
of instructions in 
tool making at 
the factory of the 
Hartford Machine 
Screw Company, 
Hartford, Conn. 
When he had ab¬ 
sorbed the funda¬ 
mentals of tool 
making and 
manufacturing,he 
became connected 
with the Pratt 
and Whitney Com¬ 
pany, both in the 
machine building 
and small tool 
departments, and 
was promoted to foremanship of 

the Tool Room. This valuable ex¬ 
perience can best be judged when 


you realize that the mechanics of the 
Pratt & Whitney Company are known 
throughout the United States and, yes 
all over the w'orld. This company was 
famed for the fine mechanics they 
turned out. 

In 1908, Mr. Chidsey joined the 
Royal force as a tool maker and his 
fine work, coupled with his experience 
moved him forward to Assistant Fore¬ 
man of our Tool Department. During 
1914, we needed a high grade man for 
our Automatic Screw Machine De¬ 
partment, and he was selected as fore¬ 
man. He was then considered and 
promoted in 1918 for a position as 
Utility Foreman. 

Under this title, he assumes charge 
of the various departments in the ab¬ 
sence of any foreman, assists in in¬ 
structing new foremen, has general 
supervision of type designing, handles 
and investigates all outside com¬ 
plaints sent to the factory by our 
Service Department, New York. 

Mr. Chidsey, or “Bob,” as he is 
known to us at the plant is about 48 
years old, married and has a family. 
By the way, he has just completed a 
new home for himself and is now' be¬ 
coming settled down in it and he 
sure is some proud of his “estate.” 

“Bob” is a charter member of the 
Engineers’ Club of Hartford. 

He is worth w'hile. 


The Royal Young Men’s Club at the 
factory is made up of young men who 
have for their principles, development 
by education and clean sports, etc. 

Their second annual entertainment 
and dance w T as given at the factory, 
October 24, 1924. The affair proved 
a great success, socially and finan¬ 
cially. There was a Musical Revue 
by the Royal young men and women, 
which was very well rendered and de¬ 
serving of praise, and there were also 
some boxing bouts which in the in¬ 
terest of clean sports were cleverly 
fought and worth while, especially as 
it makes one realize how necessary it 
is to keep the body in good physical 
condition. 

An event of no mean importance 
was the presenting to the boys of the 
Baseball Club, a silver loving cup, won 
by the Royal Baseball Club who fin 
ished first in the National League sec¬ 
tion of the Hartford City Industrial 
Baseball League; in other words, they 
were leaders in their division, which 
again emphasized the fact that it is 
necessary to build up the physical 
capacity as well as the mental 
capacity. 

The factory is proud of the Young 
Men’s Club. 


Several of our Branch managers 
and visitors to the plant when having 
explained to them certain phases of 
our manufacturing, ask us why we do 
not present to all our salesmen and 
other readers of the “Standard,” ho\v 
we do this and do that in connection 
wdth the Royal product. They state 
that to them, our methods and care 
in manufacturing were a revelation 
to them and a real value would ensue 
from an illustrated article on some of 
our parts, how produced, giving de¬ 
scriptive idea of materials, handling, 
inspection, etc., and so here we are. 
If you like this, let us know and we 
will give you more. 

Our second article is on one of the 
most important parts of our machine, 
the “Type Bar.” “Just as good as its 


our use. The metal is tested at the 
factory on a Rockwell Hardness 
Gauge, a very valuable and scientific 
instrument which records the density 
and hardness. We give the bar a one 
hundred per cent, inspection after 
hardening and again after grinding. 
Each delivery of steel to the plant is 
numbered and all deliveries are kept 
separate in our stock room and re¬ 
ferred to as Lot Nos. 1, 2, and 3, or 
whatever the number may be. 

The Bars are blanked and pierced 
in heavy cylinder sub press dies which 
are necessary to maintain the thor¬ 
ough accuracy required. The Segment 
Wire Hole is pierced to a two-thou¬ 
sandth of an inch requirement and is 
reamed to a very close limit to assure 
perfect fit to Segment Wire. Bars are 


Foremen’s Club Meeting 

The Foremen’s Club had its first in 
door gathering since May, on October 
15 at the factory. 

A large attendance was present to 
enjoy the delicious baked chicken sup¬ 
per prepared by the Refreshment 
Committee. For about an hour, two 
members of the Club kept the meeting 
interested with their addresses. Mr. 
W. Dagley, foreman of Departments 
8 and 20, Plant Equipment, recently 
spent six weeks in England, and his 
recital of the visit illustrated his keen 
observation, and it was well appre¬ 
ciated. 

Mr. John L. Foster, Asst. Mechan¬ 
ical Superintendent, one whom the 
Club is always ready to hear, told of 
his visit to the Exposition given by 
the American Society for Heat Treat¬ 
ing at Boston, and gave excellent de¬ 
scriptions of various methods of heat 
treating. 

Card playing for prizes was 
dulged in after the lectures. 


A Novel Use for Royal Packing 
Pins 


AN APPRECIATION 


Some of the Manufacturing Operations 


The Royal Factory has been work¬ 
ing full time right along for many 
months, despite the fact that a large 
majority of factories here have been 
on short time. Improvement is shown 
by the other plants here who are now 
going on full time, whereas the Royal 
plant has not only worked full time, 
but is adding quite a noticeable num¬ 
ber of employees and increasing its 
weekly production. 

It is surprising to Vice President 
Cook at the plant, the number of Ma- 
ebine-A-Day certificates he is called 
upon to sign monthly by New York. 
Surely, it denotes a splendid spirited 
Sales organization. President Geo. Ed. 
Smith is able to tell from these cer¬ 
tificates, the winners who are putting 
koyals over. These men are not 
ufraid of the times. There are sales 
uwaiting them somewhere, and they 
t'o out and find them. The factory' 
recognizee the fact that these men 
( arry the responsibility of our large 


plant on their shoulders with the offi¬ 
cers. Several hundred factory em¬ 
ployees are kept at work continually 
by the efforts of you men in the sell¬ 
ing field, and the steady employment 
of so many men and women at the 
plant is a great tribute to your record. 
We certainly appreciate it, and take 
our hats off to you. In football phrase- 
ology, you are “bucking the line” in 
great shape, and by your great inter¬ 
ference are blocking your opponent’s 
efforts to reach the goal. Keep up 
your tackling, hold the fighting spirit, 
and go get them. 


In the beauty and perfection 
of the machine lies the promise 
of excellence in its work the 
quality and appearance of the 
Easy Writing Royal is assur¬ 
ance of perfect work, quickly 
and easily done. 


Mr. Buell, who has been given the 
Royal dealership in Miami, Florida, 
during the past month, dropped in to 
visit with the editor for a while and 
told us of some very interesting 
things that happened to him while he 
was managing the Haiti office for our 
West Indian dealer. 

Coffee is the big industry in Haiti 
and the large majority of the natives 
are employed on the plantations. They 
are very whimsical and childish in 
character and have many customs 
which to us seem peculiar. 

Mr. Buell used to stand out on the 
front steps of his store in Haiti and 
watch files of these natives swing by, 
carrying on their shoulders great bags 
of Coffee beans. At the head of each 
of these processions there was usually 
a native, taller and stronger than the 
rest, who would chant a weird song 
as he marched and keep time to it by 
striking two nails together in rhythm. 

Mr. Buell hit upon the idea of giv¬ 
ing these head porters the little pins 
which are used between the upper and 
lower rails of the carriage in ship¬ 
ment and letting them use these as a 


Type Bar,” may well be said of any 
typewriter, and its importance cannot 
be stressed too much. 

Starting with the material, it is 
safe to assume no material of any 
part of the Royal Typewriter has had 
more careful analysis as to the for¬ 
mula of the metal from which it is 
made. The steel mill is required to 
furnish us with a fifty point carbon 
steel, and to insure a product of uni¬ 
form consistency, an entire heat from 
the cupola is purchased by us. After 
the steel mill is sure as to its being 
to our requirements, they send us a 
sample from the billet and we put 
this through all the operations to de¬ 
termine whether it is acceptable for 


substitute for the nails. These little 
brightly polished pins of steel served 
the purpose a whole lot better than 
an ordinary nail could and it did not 
take very long before Mr. Buell was a 
great favorite with these coffee car¬ 
riers. They would come to his office 
from time to time and bring the nails 


hardened and copper plated, they are 
then ground on Type and Segment 
end to one thousandth of an inch by 
our own specially designed machinery. 

The Type Bars travel through five 
departments and when you consider 
that each Royal Typewriter has forty- 
two Bars and each Bar has eighteen 
operations or seven hundred and fifty- 
six operations to a typewriter, you 
can readily realize that millions of 
operations are performed each year on 
Type Bars. 

This is one of our big production 
problems. 

The chart show's some of the Bars 
during a few of the operations. 


which they would exchange for the 
tiny bright pins and in their childish 
way they were highly delighted with 
the little gifts. 

If you go to Haiti now, you will see 
many a coffee carrier heating together 
Royal Packing Pins as he keeps time 
with his continual chant. 
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DEALERS’ SUPPLEMENT 


THE ROYAL STANDARD 


DEALERS’ SUPPLEMENT 




100 Per Cent Club m 




At the end of each month every 
Royal dealer receives a quota card 
which indicates the percentage of his 
quota earned for the month, the per¬ 
centage of his quota earned for the 
year, and the number of Royals he is 
over or behind the perfect score. 

When each dealer receives this issue 
of the “Standard/’ his October quota 
card should be in his possession. If 
he secured 100 per cent, of his 
monthly quota his name appears on 
the October Honor Roll. If he ob¬ 
tained 100 per cent, or more of his 
yearly quota to October 31st, he is 
shown as a member of the Dealers 
100 per cent, or more of their pearly 

We have indicated by the asterisk, 
the dealers who have already earned 
100 per cent, or more of their yearly 
quota, although they still have two 
months to go. 

The months of November and De¬ 
cember represent the best opportuni¬ 
ties in which to break a Royal Record, 
and we hope to see each dealer as a 
member of this Club of real “Go- 
getters.” 

Study your quota card—make your 
plans — and then earn the perfect 
score for 1924. 

100 Per Cent. Dealers 



1—BENSON 
Canton, Ohio 



2—BREWTNGTON 
Brewington T. W. Co 
Madison, Wis. 



3—KING *4—IIEISER 

Carolina T. W. & Casper Tw. Ex. 

Office Supply Co. Casper, Wyo. 

Raleigh, N. C. 



*5—DAVIS 
Colorado Springs, 
Colo. 



*6—PAXTON 
Paxton T. W. Co. 
Bloomington, Ill. 



T. H. Payne Co. Trenton, N. J. 

Chattanooga, Tenn. 



Tampa, Fla. Wausau, Wis. 



*11—PRATHER 
Typewriter & O. S. 
Co., El Paso, Texas 





Progress In Central Kansas 


October Honor Roll 


Royal dealers from all points of the 
compass are taking advantage of the 
improving business conditions. 

This month’s list shows six more 
names than that of the Honor Roll 
for September, and while we are very 
proud of this splendid showing, we 
believe that you dealers are going to 
make even a better record in No¬ 
vember. 

Congratulations to all, especially to 
the three Canadian dealers who made 
the 100 per cent. Club for the first 
time since being under the jurisdic¬ 
tion of this Department. 

4 
4 
4 
■4 
4 
4 
4 
4 
4 
4 
4 
4 


1— Anderson Typewriter Com- j* 
puny, Pasndenn, Calif. 

2— Benson Typewriter Company, i> 
Canton, O. 

.*{—Boulder Typewriter Ex- 
change, Boulder, Col. 

4— Brewington Typewriter Ex¬ 
change, Madison, Wis. 

5— Carolina Typewriter iV Office 
Supply Company, Raleigh, 

N. C. 

0—Casper Typewriter Exchange, 
Cnnper, Wyo. 

7—Crosby Mook Typewriter Ex- j. 
change, Warren, O. 

S—A. G. Daferuer, Jackson, £ 
.Mich. 

9—Roy A. Davis, Colorado 
Springs, Coi. 

10—Daytona Book & Stationery 


Company, Daytona, Fin. 

11— C. L. Eicholtx, New Oxford, 
Fa. 

12— Foster & 

Miami, Fla. 


i:t—Haynes 
Fla. 


Reynolds Co., 
Rntlilf, Sanford. 

Company, 


We present an outside as well as 
an inside view of the place of business 
of the Coleman Typewriter Company, 
hustling Royal dealers at Wichita, 
Kansas. 

Mr. Frank Coleman, the proprietor, 
visited headquarters in September 
combining business with pleasure by 
taking in the World Series ball games. 

Mr. Coleman and his organization 
have made the Royal a leader in Cen¬ 
tral Kansas. 

In addition to the headquarters at 
Wichita, he maintains a sub-office at 


Hutchinson and has an organization, 
of sales and service departments com¬ 
bined, of 16 men. 

While here Mr. Coleman was asked 
to what he attributed his success in 
the typewriter field and he replied 
with the answer so often given by 
successful Royal men that “persistent 
and systematic canvass with a better 
product could not help but eventually 
bring about success.” 

He stated that five years ago the 
Royal product was not particularly 
strong in that field. Today in the City 


of Wichita, a canvass of the four lead¬ 
ing office buildings would show ap¬ 
proximately 70 per cent. Royal equip¬ 
ment installed and that the Royal 
enjoys the patronage of the highest 
type of business houses, not only in 
Wichita but throughout the entire 
territory he controls. 

With the continued increase in the 
popularity of the Royal itself and with 
the Coleman organization sticking to 
its ideals, Central Kansas is bound 
to be one of the brightest spots on the 
Royal sales map. 


Mr. Charles E. Morris Assigned to New Duties 


Mr. Charles E. Morris has been 


of other men in the same field of en- 


14— J .Mines Grocery 
I.eitehiield, Ky. 

15— Kirk pa t riek Company, Nash¬ 
ville, Tenn. 

Ill—R. G. Nichols, Topeka, Kaus. 

17— A. G. Packard, llornell, N. Y. 

18— E. N. Pattillo, Columbia, S. C. 

10—F. L. Patty, Austin, Tex. 

lO—Paxton Typewriter Company, 
Rloomington, III. 

21— George A. Pearce, Abilene, 
Tex. 

22— Walter W. Prior, Trenton, 
N. J. 

2:1—H. J. Roof, Tampa, Fla. 

24— John I. Rngen, Newport, R. I. 

25— Paul D. Snow, Wausau, Wis. 

2(1—Scott Parker Co., Macon, Oil. 

27— Standard Typewriter Com¬ 
pany, Rending, Pa. 

28— Tribune Printing A Station¬ 
ery Co., Great Falls, Mont. 

29— Typewriter & Office Supply 
Company, El Paso, Tex. 

at) —Western Typewriter Supply 
Co., Reno, Nev. 

Canadian Denlers 

31— I,canard Hill, Cnlgnry, Al¬ 
berta, Can. 

32— Border Cities Office Equip¬ 
ment Co., Windsor, Out., Can. 

:t.‘l—J. Gurnet Pearson, Edmonton, 
Alberta, Can. 


M. A. D. Club for October 


1 —NICHOLS 
Topeka, Kan. 


—ROOF 


Tampa, Fla 


selected for an assignment in Cuba, 
where he will co-operate with the 
Royal dealers for that territory, Texi- 
dor Company, Limited, in the inten¬ 
sive development of that company’s 
organization in Cuba. 

Previously, Mr. Morris was con¬ 
nected with our Dealers’ Department, 
having accomplished some excellent 
development work among the Royal 
dealers west of the Rocky Mountains. 

Mr. Morris has been actively identi¬ 
fied with dealership work in the office 
appliance trade for the past twenty 
years, having started in a small way 
as a dealer himself. He is an able 
salesman and his long experience has 
especially fitted him for the training I 



CHARLES E. MORRIS 

New Foreign Representative 


deavor. 

Mr. Morris leaves a host of friends 
in the typewriter field of the Far West 
and we are sure that they join us in 
extending him best wishes for suc¬ 
cess in the new work that he is un¬ 
dertaking. 


Welcome, New Dealer 



3—WHITE 
T. II. Payne Co., 
Chattanooga, Tenn. 


Mr. W. W. Hall has been appointed 
Royal dealer at Bloomington, Ind. 

He joins the Royal Dealers’ or¬ 
ganization with a wide experience in 
the typewriter field and he may bo 
counted upon to contribute to the for¬ 
ward march of Royal sales. 

Welcome, Mr. Hall. 



5—RIDLEY 
Office Specialties Co 
Fargo, N. D. 



4_GAFFANE\ 
Office Specialties l • 

Fargo, N. D- 
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THE ROYAL’S VETERAN DEALER IN BRAZIL 





In the most important section of i typewriters in almost every leading 
Brazil, the Royal typewriter was in- business house and bank in that sec- 


troduced more 


than thirteen years ago 1 tion of Brazil as well as in the various 


by the same gentleman who has since 
been our representative for that terri¬ 
tory, Mr. Fred Figner, proprietor of 
Casa Edison of Rio de Janeiro. 

Mr. Figner, a Bohemian by birth, 
originally came from his native land 
to the United States, where he began 
his business career. After several 
years of hard work in America, he de¬ 
cided that, with his experience, great 
opportunities were to be had in South 
America. He finally decided to estab¬ 
lish himself in the city of Rio de 
Janeiro, where, in 1898, he founded 
the well known firm—“Casa Edison.” 

In the early days of Casa Edison, 
Mr. Figner devoted his entire time to 
the talking-machine business, in which 
he was unusually successful. Very 
soon, however, he began to handle 
other articles and ultimately he cre¬ 
ated what is now known as the “Ma¬ 
chine Department,” where he deals in 
all kinds of office appliances, particu¬ 
larly in typewriters. 

In June, 1911, when the Royal made 
its first appearance in Brazil, Casa 
Edison was appointed as the dealer 
tor that section of the country which 
includes the three very important 
cities of Rio de Janeiro, Santos and 
Sao Paulo, where, as we all know, the 
bulk of the Brazilian coffee crop is 
marketed to the other parts of the 
world. Mr. Figner also has the repre¬ 
sentation for the Royal in various 
other states of the Brazilian territory. 

Prior to his appointment as Royal 
dealer, Mr. Figner had been a dis¬ 
tributor at different times for two 
other makes of American typewriters. 

experience as a typewriter dealer 
Proved to be a very valuable asset in 
his development of Royal business, 
during his thirteen years of persistent 
oflort, our enterprising dealer has suc- 
C(, eded in establishing the Royal on a 
“olid foundation in the territory under 
IN jurisdiction. With the growing 
Popularity of the Royal, Casa Edison 
aH grown to such an extent that it 
the present time one of the best 
,lf, wn concerns throughout Brazil. 
Through systematic sales work, Mr. 
,tfner has succeeded in placing Royal 


departments of the Government. Ex¬ 
tensive advertising and general de¬ 
velopment work have placed the Royal 
in such an advantageous position in 
that market that both its present and 


future leadership in the typewriter 
field is virtually assured. 

Mr. Figner is justifiedly proud of 
the neat appearance of the premises 
in w'hich the Rio de Janeiro branch 
of Casa Edison is installed. The 
photograph (left) presents a view of 
the entrance to our dealer’s Machine 
Department display rooms on Rua do 
Ouvidor, No. 135, this being one of 
the principal business thoroughfares 
in that city. A view of the interior 
is shown in the illustration (right). 
The gentleman dressed in white is Mr. 
Ricardo Vasconcello, the Chief Sales¬ 
man. From the viewpoint of neatness 
and utility of arrangement, we think 
that Casa Edison’s display would be 
difficult to surpass. The head office 
of Casa Edison is located on Rua Sets 
de Setembro, 90, in the same city. 

The firm also has its own branch 
office in Sao Paulo, it being known in 
that city as Casa Odeon, located on 
Rua Sio Bento, 62. At both branches, 
our dealer maintains modern, well 
equipped repair shops so that Royal 
typewriter purchasers may be assured 
of adequate service. At Santos, the 
Royal is represented through Mr. 
Figner’s subdealer, Mr. Laurent Ber- 
tran, with headquarters at Rua Frei 
Gaspar, No. 86-90. The Royal type¬ 
writer is similarly represented in 
fourteen other cities and towns 
through subdealers that have been ap¬ 
pointed by Mr. Figner throughout the 
territory under his control. 

In addition to the above activity, 


Casa Edison operates a factory where | ner who 


they manufacture numerous kinds of 
tables and desks as well as the talk 


Royal sales in the future will even 
exceed any of its previous records. 


ing-machine that is well known 
over Brazil as the “Voxophone.” 

Despite adverse business conditions, 
the Royal’s progress has continued 
under the able guidance of Mr. Fig- 


all Through Mr. Figner’s energetic and 
well directed activities the Royal type¬ 
writer will assuredly maintain its 
strong position in the Brazilian 
markets. 


ROYAL DISPLAY AT BRUSSELS COMMERCIAL FAIR 


One of the finest Royal displays 
that has been brought to our attention 
for a long time is that pictured in the 
illustration (left). This excellent dis¬ 
play was installed by the Royal deal¬ 
ers for Belgium, Soc. Anonyme Beige 
Americaine de Machines de Bureaux, 
at the Brussels Commercial Fair, re¬ 
cently held in that city. 

Needless to say, the exhibit at¬ 
tracted a great amount of attention 
and created a very fine impression on 
the many visitors to the Fair. As 
may be seen from the illustration, the 
booth was artistically decorated and, 
for exhibition purposes, the machines 
were ideally arranged. 

The most original feature of the 
exhibit was a greatly enlarged work¬ 
ing model of the “Royal type-bar ac¬ 
tion,” which occupied the central po¬ 
sition in the exhibit. A close-up view 
of this feature is also shown. The 
type-bar itself was brought into ac¬ 
tion by pressure on the finger-key, as 
is shown in the insert. The entire 
movement, however, was actuated by 
a small electric motor, thereby more 
exactly reproducing the light, easy 
touch of the Royal. 

Our Belgian dealers are deserving 
of high praise for the enterprising 
manner in which they conducted this 
splendid exhibit and we take this oc¬ 
casion to compliment them on their 
very apparent success in further de¬ 
veloping public demand for Royal 
typewriters in Belgium. 
















































































THE ROYAL STANDARD 






ROYAL 

MACHINE-A-DAY CLUB 

Only the names of new members for October and the names of members who 
repeated their M. A. D. records are published this month. The number beside 
the name indicates the number of times the repeater has made the Machine-A-Day 
Club. 

THE NEW M. A. D. MEMBERS FOR OCTOBER 





S. D. EDWARDS 
Little Rock 


A. C. REED 
Houston 


ATLANTA 

J. W. Mann II* 
BALTIMORE 

J. C. O’Keefe, 7* 

E. G. Dodge I 7* 
BOSTON 

F. 1. Crocker 6* 
H. E. Burton 13* 
B. W. Simpson 2* 

CHICAGO 

J. M. Roberts 15* 
R. C. Goldblatt 9* 
B. P. Hamil II* 
W. E. Howard 3* 
A. G. Freeberg 2* 


CINCINNATI 

S. D. Wakefield 8* 

DALLAS 

J. H. Kennedy 3* 

DETROIT 

L. D. Teeters 5* 

HARTFORD 

H. F. Brainerd 23* 

HOUSTON 

A. C. Reed 1* 

INDIANAPOLIS 

W. S. Orvis I* 


KANSAS CITY 
P. W. Jones 17* 
LITTLE ROCK 

S. D. Edwards 1 * 
LOUISVILLE 

J. T. Wellman 23* 
MILWAUKEE 
W. A. Partee 6* 
NEW YORK 

D. J. Allingham 
23* 

G. M. Guest 22* 

T. M. Gleason 21* 
C. K. Freund 12* 


W. S. ORVIS 
Indianapolis 

NEW YORK—Cont. 

H. W. DeMott 18* 
J. Schwartz 12* 
G. N. White 17* 

R. R. Chaffa I I* 

G. Rannenberg 
10 * 

L. E. LeMastcr 5* 

I. Rubin 4* 

PITTSBURGH 

M. V. Miller 23* 

WASHINGTON 

H. L. Rudnick 8* 

S. E. Richter 8* 


FOREIGN 

GREAT BRITAIN—Visible Writing Machine Co. 

1— H. D. Ebbutt 5—C. Salter 

2— J. Harrison 6—H. Herman 

3— F. Tree 7—J. Sears^ 

4— H. D. Buckeridge 

17 “ ' 


7— J. Sear 

8— W. H. Roberts 
-S. H. Goodwin 


Limited, London 
-James Hunt 13—L. Harris 

-W. D. Morgan 14 —C. A. Bak 

-B. Harris 15—R. T. Hepworth 

-A. F. Thomas 16—F. \V. Johnson 

18—A. J. Van Dervelde 


AUSTRALIA—Sydney Pincombe, Ltd. 

1— W. J. Sheehy 

2— R. G. Hood 

3— E. W. Rutledge 

4— E. S. Stack 

CZECHOSLOVAKIA—Joseph Foist 

1— Alois Foist 

2— L. Mazanek 

3— J. Hejcman 

4— A. Smatlak 

FRANCE—J. H. Davis & Co. 

J. H. Davis 


Mexico—M. E. Raya & Company r 

1— Alfredo Aguirre 

2— Alonso M. Garza 

3— Alfredo Garza 

4— Carlos S. Garza 
LATVIA—O. & J. Dalitz Bros. 

James Dalitz 

GUATEMALA—James P. Howell: 

1— D. V. Elias 

2— V. M. Ramirez 

SWEDEN—Aktiebolaget Maskinaffarcn 
Royal Standard 
Jonas Eriksson 


ROYAL SETS THE FASHION 





Three Time-Savers! 

Think of the time and laborious trouble saved 
by these three great inventions! 

The telephone and the typewriter made the 
“winged words” of Homer come true. 

Mennen Shaving Cream lends wings to the 
razor—making shaving as swift and effortless 
as the flight of a gull. 

Mennen chemists accomplished this when 
they solved the secret of absolute beard-soft¬ 
ening—“dermutation.” Have you tried it? 

C / (Mennen Salesmen) U 

Msnn^M 

SHdl/IMG CRE&Pl 

Courtesy The Corman Company. 

The Royal Typewriter has set the form and fashion. The leader in most indus¬ 
tries is first recognized through imitation. A motor car is produced. A designer 
with a spark of genius, with a combination of the artistic and the practical—with 
a very fine merging of the mechanical with the beautiful—the result is instantly 
and universally recognized as the last word in automobile construction. It sets 
the pace; others imitate. It establishes the mode. Artists in visualizing a motor 
car unconsciously follow its lines. It becomes the standard of comparison. It is 
the ideal set up. This is so in everything—men, horses, womens clothes, beautiful 
buildings, forms of government. Gradually the leader and leadership is acknowl¬ 
edged by imitation and recognition and so with the Royal Typewriter. 

A magazine which has just passed over our desk had three illustrations of tjpe- 
writers—one appeared in a story, in which the Royal Typewriter was very easily 
recognized. It was the artist’s conception of what a typewriter ought to look like. 
Another was an illustration of a typewriter as one of the modern conveniences and 
Royal's lines were unconsciously, but so definitely followed, that it was easy to see 
that the Royal was recognized as the form which would most easily convey to the 
mind of the public the last word in typewriters. Another 11 ustration in » n adver¬ 
tisement for a window ventilator showed a stenographer sitting in a drafty window 
•md again a Royal Typewriter was used as an illustration—not.photographed, mind 
?SS. but drawn to illustrate the point and sell ventilators. There was a desire to 
associate ventilators with a fine office, a high class personnel and an efficient office 
atmosphere and so unconsciously the artist used the Royal ^ ^he basis for his type 
writer illustrations. The Royal Typewriter has already been the influence in chang¬ 
ing the general appearance of a few of its competitors. More will 
Imitators do not excel thev only follow. There is no reason why the Royal Typo- 
^rWVr having taken the leadership should not be amply able to keep it. You are 
selling a typewriter which others copy—how would you like to be selling a copy. 




National Accounts Department 


National Accounts News 

Here they are: the first ten 
branches in the order they finished at 
the close of October business: 


1— New Haven 

2— Hartford 

3— Cincinnati 

4— Milwaukee 

5— Indianapolis 


6— Columbus 

7— Des Moines 

8— Louisville 

9— Atlanta 
10—Pittsburgh 


Hats off to Mr. Mulligan, manager 
of the New Haven branch, to Mr. 
Brainerd, manager of the Hartford 
branch, and to all those other man¬ 
agers listed. These men have made 
a fine showing, and they know the 
importance to their branch office 
which this large user business is. 
Watch those offices in November: the 
“N. A. D.” is the short cut to “M. 
A. D.”! 

That Metropolitan Department 
salesman we have mentioned before 
had another record month in October; 
and he has kept right on going this 
month. By the 6th of November he 


had in 102 machines. He thinks big 
business is buying. Ask him! The 
other National Accounts salesmen 
also had a big month. One of the 
southern branch managers had his 
“M. A. D.” by the 4th of November. 

The “N. A. D.” did it for him. 

October was a big month from most 
of the branches in the business turned 
in for the National Accounts. But 
November will be a record sure; the 
election doubt has been cleared away. 
Typewriters are being bought in large 
quantities right now. Plan your work 
for the big orders ahead for the man 
who gets there first. A big era of 
general prosperity is here. 

Let’s go and get it! 

A GOOD PRODUCT 

AND COURAGE 

ALWAYS WIN! 

(More news for you next month on 
this important branch of the business; 
watch this column.) 

tffr lTff ItTrTt Y.Vv 


Employment Department 

During the month of October our Employment Managers, especially those In 
our District Branches, continued the good work which they have been doing by 
placing a great many beginners in positions. Our New York office heads the list 
with Boston a close second. They also devoted a great deal of time to calling on 
both commercial houses and schools. These calls will certainly result in increasing 
the efficiency of our Employment Departments. Our San Francisco office heads the 
list based upon the number of calls made, and St. Louis is second. Our Employ¬ 
ment Departments also made a good showing in October in the number of positions 
filled, and in the number of sales made. Atlanta heads the list under positions filled 
for our District Branches, and Baltimore is first based upon the number of sales 
secured. 

St. Paul again heads the list In our Branches by securing over 300 per cent, 
of its quota under positions filled, and 300 per cent, of its sales quota. Grand Rapids 
is second under positions filled with over 300 per cent, of Its quota. Complete stand¬ 
ings will be mailed to all offices. 

A. M. STONEHOUSE. 

Manager School Department. 


School Department 


Little Rock came up from forty-ninth place in September, and from fifty-fifth 
place for the year to October 1, to first pluce for the month of October, and to 
twenty-first for the year to November 1. This shows what a few good orders will do. 

To date the permanent possession of the School Department Cup has not been 
won by any office. November, the last month of our School Sales Contest, is the 
one In which this will be decided. 

Our offices have been and are still doing good work in this contest, and the 
winning office will have to show some real speed during November. Standings of 
the remainder of the offices have been mailed this month. 

A. M. STONEHOUSE. 

Manager School Department. 
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